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A  PUBLISHING  MILESTONE 


gg£| 


R.  S.  Yeoman 


Nothing  wc  have  done  in  the  past  five  years  has  created  as  much  in¬ 
terest  and  excitement  as  the  recent  release  of  William  D.  Craig’s  COINS 
OF  THE  WORLD  1750-1850.  Perhaps  no  other  work  of  this  magnitude 
has  been  attempted  by  Whitman  in  its  50  years  as  publishers.  During  the 
four  years  of  research,  checking,  rechecking,  searching  for  specimens, 
photography,  piecing  together  and  proofreading,  Bill  Craig  and  our  Edi¬ 
torial  Staff  have  lived  a  real-life  numismatic  adventure. 

If  reporting  of  history  can  be  considered  creative,  this  is  one  of  our 
finest  creations.  What  had  been  a  hazy,  confused  area  of  world  numis¬ 
matics  has  suddenly  come  into  sharp  focus  through  this  new  catalog  which 
anyone  can  understand  and  follow.  We  will  be  the  first  to  admit  that  this 
756  page  volume  is  but  an  introductory  outline.  Moreover,  it  undoubtedly 
has  its  share  of  inaccuracies  of  description  and  values.  We  would  be  less 
than  human  if  we  did  not  detest  imperfections.  To  achieve  the  perfect 
work  entirely  on  our  own  and  to  delay  publication  until  that  last  detail 
was  verified  would  probably  take  a  generation.  Wc  chose  the  practical 
course,  handed  over  to  the  press  room  the  best  compilation  we  could  as¬ 
semble,  and  gave  the  “go”  sign. 

Wc  expect  driticisms,  suggestions,  and  above  all,  corrections  from  nu¬ 
mismatists  throughout  the  world.  Specialists  can  do  us  a  real  service  by 
writing  at  once  about  any  incomplete  description  or  inaccuracy  in  the 
book. 

One  fact  stands  out  in  connection  with  this  monumental  undertaking. 
It  was  a  “best  seller”  even  before  publication.  The  normal  first  printing 
quantity  was  sadly  inadequate.  It  was  a  complete  sell-out  and  unfilled  or¬ 
ders  remained  on  file  after  the  shipments  were  made  in  mid-June.  Another 
press  run  is  nearly  completed  which  we  hope  will  fill  the  astonishing  de¬ 
mand.  Meanwhile,  wc  hope  that  through  the  cooperation  of  readers  we 
can  correct  any  discrepancies  and  in  a  year  or  two  put  out  a  second 
edition  that  will  come  a  little  closer  to  perfection. 

Now,  let’s  get  busy  on  the  next  project. 


General  Manager 
Coin  Supply  Division 


NEW  FIELD  REPRESENTATIVE 
FOR  SOUTHEASTERN  STATES 


letter  C.  Bruthober 


The  Coin  Supply  Division  will  now  be 
represented  in  the  southeastern  states 
by  our  newest  Regional  Sales  Rep,  Les¬ 
ter  C.  Brushaber.  I.cstcr  will  be  located 
in  Atlanta  and  will  cover  the  entire 
southeastern  territory,  calling  on  job¬ 
bers  and  dealers  to  answer  questions 
about  the  Whitman  Coin  Supply  line. 
After  serving  an  apprenticeship  under 
Bill  Bcrby,  Whitman’s  Field  Sales  Man¬ 
ager,  Lester  plans  to  move  his  family  to 
Atlanta.  The  family,  by  the  way,  in¬ 
cludes  his  wife  Judy  and  their  five 
children. 

A  big  man  for  a  big  job,  Lester  is 
six  feet  tall  and  a  trim  200  pounds.  He 
served  as  a  lieutenant  in  the  Army’s 
Airborne  Infantry  from  1954  to  1956. 
His  previous  employment  was  with  Al¬ 
legheny  Ludlum  Steel  Co.,  and  before 
that  with  Continental  Alloy  Steel,  where 
he  specialized  in  sales  of  tool  and  die 
steel.  He  attended  schools  in  Dunkirk, 
N.Y.  and  Cannon  College  in  Eric,  Pa., 
where  he  majored  in  Business  Adminis¬ 
tration. 

Equipped  with  this  fine  background, 
Lester  Brushaber  will  be  able  to  do  an 
excellent  job  of  representing  Whitman 
and  helping  dealers  in  the  Coin  Sup¬ 
ply  trade  to  make  the  most  of  their  sales 
opportunities.  This  addition  to  the  staff 
now  gives  us  a  total  of  four  Field  Sales 
Representatives.  Another  man  will  soon 
be  added  to  cover  the  Dallas-Plains 
States  area  in  an  effort  to  give  better 
service  to  dealers  and  jobbers  through 
the  entire  country. 


RACK  LABELS  WILL 
IDENTIFY  ALBUMS 

A  set  of  pressure  sensitive  labels  is 
now  available  for  use  in  identifying  and 
separating  Whitman  albums  in  store  dis¬ 
plays.  These  labels  arc  \/\"  x  W  and 
can  easily  be  applied  to  any  display  rack 
featuring  an  assortment  of  Whitman 
coin  folders  and  Bookshelf  albums. 


Each  label  is  printed  with  the  album 
title  and  stock  number.  By  using  these 
labels  a  dealer  can  organize  his  stock  of 
coin  folders  and  the  customers  can 
quickly  find  any  desired  item.  The  la¬ 
bels  will  also  enable  a  dealer  to  deter¬ 
mine  which  albums  arc  low  or  out  of 
stock  and  will  help  to  keep  albums  in 
their  appropriate  places. 

The  labels  are  available  without 
charge  through  regular  jobber  supply 
sources.  Be  sure  to  request  them  and  see 
that  they  are  used  properly  in  your 
store.  Jobbers  will  assist  you  in  their 
proper  use  to  help  maintain  a  stock  of 
the  best  selling  Whitman  coin  folders. 

The  new  labels,  incidentally,  arc 
coded  with  the  same  Star  System  now 
being  used  on  the  albums  to  help  you 
quickly  determine  which  items  will  be 
necessary  for  your  type  of  store.  The 
thirteen  35<*  coin  folders  with  a  solid 
star  produce  77%  of  our  total  sales 
volume  for  these  folders.  The  twenty- 
two  numbers  with  open  stars  produce 
16%,  and  the  remaining  7%  of  volume 
in  these  folders  consists  of  the  unstarred 
items. 

In  the  Bookshelf  line,  twelve  numbers 
have  solid  stars  and  produce  76%  of  the 
total  sales  volume.  The  next  most  popu¬ 
lar  items  arc  six  albums  coded  with 
open  stars  which  produce  9%  of  the 
volume.  The  remaining  albums  arc  for 
specialized  use  and  although  they'  arc 
very  necessary  to  the  complete  line,  they 
do  not  enjoy  the  popularity  of  the  best¬ 
selling  items. 

The  set  of  over  100  pressure  sensitive 
labels  also  includes  identification  for  the 
popular  Whitman  coin  books,  tubes  and 
other  accessories. 


FOR  YOUR  CONVENIENCE— 
PRE-PRICED  MERCHANDISE 

Throughout  the  past  year,  many 
dealers  have  suggested  that  price  tags 
be  added  to  items  in  the  Whitman  Coin 
Supply  line.  Arguments  for  this  gen¬ 
erally  state  that  the  tags  would  help  to 
avoid  confusion  and  save  a  great  deal 
of  the  dealer’s  time  when  stocking 
shelves.  The  idea  is  a  good  one,  and 
Whitman  has  now  taken  steps  to  pre¬ 
price  all  items  in  the  line.  This  will  not 
be  accomplished  immediately,  but  rather 
on  a  gradual  basis,  as  new  printings  and 
new  products  arc  added. 

In  most  cases,  a  prc-priccd  sticker  will 
be  placed  on  the  cover  of  each  album 
or  book.  Blister  or  Bubble-pak  items  will 
carry  a  printed  price,  as  well  as  certain 
books,  particularly  those  with  a  dust 
jacket.  The  gummed  labels  arc,  of 
course,  easily  removed  without  damage 
to  the  product  for  the  convenience  of 
the  consumer,  or  the  dealer  who  does 
not  wish  to  use  the  sticker. 

The  prices  shown  will  be  those  gen¬ 
erally  used  throughout  the  entire 
country'  and  most  frequently  seen  in  ad¬ 
vertisements  of  these  Whitman  products. 
Reminding  you  of  Whitman's  policy, 
we  would  again  point  out  that  the  sug¬ 
gested  prices  are  those  that  allow  a 
normal  mark-up  for  each  item  consist¬ 
ent  with  what  is  expected  in  the  hobby 
trade.  They  arc  the  prices  generally 
accepted  by  dealers  and  consumers. 
Government  regulations  do  not  allow  a 
company  to  establish  or  control  prices, 
but  only  to  suggest  appropriate  prices. 
Jobbers  and  dealers  always  have  the 
option  of  charging  whatever  price  they 
feel  necessary  for  their  particular  store 
operation. 

INTEREST 
BEARING  NOTES 

Sales  of  two  new  books  have  been 
simply  astounding.  These  are  COINS 
OF  THE  WORLD  1750-1850  and 
LET’S  COLLECT  COINS.  The 
former  was  completely  sold  out  within 
a  few  weeks  and  a  new  printing  started 
immediately.  We  plan  to  have  a  suf¬ 
ficient  supply  available  for  distribution 
September  1.  In  the  meantime  we  arc 
sorry  if  some  dealers  were  caught  short 
without  an  adequate  supply  of  books, 
but  on  the  other  hand,  it  is  a  pleasant 
and  encouraging  feeling  to  know  that 
collectors  have  been  so  enthusiastic  in 
their  acceptance  of  this  long  awaited 
work. 


The  other,  a  50<  pamphlet,  has  also 
gone  into  a  second  printing  to  assure 
an  adequate  supply  for  use  in  connec¬ 
tion  with  a  one  dollar  coin  hobby  starter 
kit  which  will  be  available  shortly.  The 
new  kit,  bv  the  way,  is  destined  to  be 
one  of  the  hottest  items  ever.  Complete 
information  about  this  will  be  presented 
in  the  next  Merchandiser. 


THE  HANDBOOK  OF  UNITED 
STATES  COINS,  by  R.  S.  Yeoman, 
which  is  traditionally  released  on  Oc¬ 
tober  1.  is  on  schedule  again  this  year 
and  will  be  released  on  that  date.  While 
price  activity  has  been  at  a  minimum, 
several  changes  were  made  and  we  ex¬ 
pect  a  healthy  reception  for  this  new 
edition. 


The  CATALOGUE  OF  CANA¬ 
DIAN  COINS,  by  Jim  Charlton,  which 
is  also  usually  released  in  the  Fall  of 
each  year,  will  be  issued  in  December. 
There  arc  a  couple  of  good  reasons  for 
changing  this  release  date.  One.  of 
course,  is  to  give  dealers  a  longer  selling 
season  for  the  14th  Edition.  The  other 
and  even  more  important  reason  is  that 
we  want  the  15th  Edition  to  coincide 
with  the  Confederation  Centennial  cele¬ 
bration  in  Canada  known  as  EXPO 
’67.  A  series  of  commemorative  coins 
will  be  struck  at  the  Canadian  Mint 
and  of  course  we  want  to  include  these 
new  pieces  in  the  catalog. 

The  1967  edition  will  have  a  new 
cover  design  that  will  tic  in  with  the 
commemorative  event,  and  several  other 
new  features  that  we  hope  will  make  it 
a  much  wanted  souvenir  as  well  as  ful¬ 
filling  its  primaiy  function  of  an  up- 
to-the-minute  evaluation  catalog. 


COIN  TUBE  PACKAGING 
TO  BE  CHANGED 

Coin  tubes  packaged  in  the  handy 
Sort-and-Storc  box  of  100  will  now  be 
assembled  with  the  caps  on  each  tube 


rather  than  separately.  The  Sort-and- 
Storc  box  will  still  be  provided  without 
cost  but  the  style  will  be  changed 
slightly  to  accommodate  the  new  pack¬ 
aging.  The  price  remains  the  same. 

Coin  tubes  that  had  previously  been 
blister-packed  will  now  be  packaged  in 
a  different  and,  we  feel,  much  more  at¬ 
tractive  manner.  The  new  unit  is  cello¬ 
phane  wrapped  and  will  feature  a  new 
design  and  a  printed,  suggested  price. 
Dollar  tubes  will  be  packaged  4  for  59<f, 
half  dollar  tubes  4  for  49<f,  and  all  other 
tubes  5  for  49<\ 

In  the  near  future  a  scries  of  plastic 
coin  tubes  for  rolls  of  Canadian  coins 
will  also  be  made  available. 

MAGNIFIER  PRICES 
TO  BE  INCREASED 

Manufacturing  costs  of  the  Whitman 
line  of  magnifiers  have  increased  and 
therefore  the  next  time  you  order  mag¬ 
nifiers  through  your  jobber  you  will 
notice  that  this  increase  is  being  passed 
along  to  the  retailer  and  consumer.  The 


new  wholesale  prices  will  become  effec¬ 
tive  August  1.  New  suggested  retail 


prices  are  as  follows: 

Folding  1  $4"  lens  $  .69 

Folding  2"  lens  1.50 

Folding  17  power  1.50 

Folding  10  power  1.50 

2"  Round  Reader  1.00 

2/2"  Round  Reader  1.50 

3"  Round  Reader  2.00 

3/a"  Round  Reader  2.95 

4"  Round  Reader  3.95 

14.25  power  folding  3.25 

Triple  Mag.  4X  lens  1.50 

154"  Square  lens  1.25 


These  new  prices  apply  to  both  the 
carded  and  the  bulk  packed  magnifiers 
Coincidental  with  the  new  prices  is 
a  new  concept  in  packaging  these  popu¬ 
lar  magnifying  glasses.  A  smaller  and 
more  attractive  card  will  be  used  tc 
blistcr-pak  the  magnifiers.  New  art 
work  has  been  approved  and  each  item 
will  be  marked  with  a  suggested  retail 
price.  New  blistcr-paks  for  the  entire 
line  will  not  all  be  available  immedi¬ 
ately,  but  all  future  production  will  be 
of  the  new  design. 


OKLAHOMA  SEMINAR  DRAWS  HUGE  CROWD 


Speculation  in  coins  may  have  waned 
somewhat  during  the  past  year,  but  the 
number  of  true  collectors  and  numis¬ 
matists  has  grown  both  in  size  and  en¬ 
thusiasm.  Attendance  at  coin  shows 
throughout  the  country  indicates  that 
actually  many  new  collectors  arc  enter¬ 
ing  the  hobby  and  the  older  collectors 
arc  determinedly  adding  to  their  collec¬ 
tions.  Even  more  encouraging  is  the 
fact  that  these  hard-core  collectors  are 
keenly  interested  in  studying  their  coins, 
and  their  thirst  for  knowledge  is  re¬ 
flected  in  record-breaking  sales  of  new 
books  on  specialized  subjects. 

We  have  noticed  that  lectures,  semi¬ 
nars  and  forums  are  becoming  more 
and  more  a  part  of  all  major  coin  shows. 
At  these  meetings  we  find  a  solid  at¬ 
tendance  of  interested  collectors,  all  of 
which  indicates  to  us  that  collectors 
who  have  remained  with  the  hobby  are 
of  the  highest  level  in  their  dedication 
to  numismatics. 

In  June,  the  Oklahoma  City  Coin 
Club  sponsored  its  third  Annual  Numis¬ 
matic  Seminar.  This  event  was  signifi¬ 
cant  in  that  the  program  consisted  of  a 
full  day  of  numismatic  lectures,  a  few 
well  chosen  exhibits,  and  no  other  coin 
activities.  There  was  no  bourse,  no  buy¬ 
ing  and  selling,  and  no  competition  for 
displays.  The  program,  as  in  the  past, 
was  very  well  attended,  and  the  people 
there  all  expressed  the  feeling  that  this 
had  truly  been  a  day  of  numismatics  in 
its  purest  form. 

Speakers  at  the  forum  included  Mrs. 


Margo  Russell,  Editor  of  Coin  World, 
Matt  II.  Rothcrt,  President  of  the  Amer¬ 
ican  Numismatic  Association,  Randolph 
Zander,  well  known  dealer  in  foreign 
coins,  and  Kenneth  Brcssett,  Editor  of 
Whitman  Numismatic  Publications.  At 
the  conclusion  of  the  formal  talks  an 
open  discussion  was  held  concerning 
coin  club  organization  and  programs. 


On  August  16-20,  the  American 
Numismatic  Association  will  hold  its  an¬ 
nual  convention  at  the  Pick-Congress 
Hotel  in  Chicago,  Illinois.  A  traditional 
feature  of  this  national  convention  is 
its  panel  of  speakers  which  this  year 
will  include  W111,  T.  Louth,  Richard 
Jordan,  Virgil  Hancock,  and  Jack  W. 
Ogilvic. 


lecturer*  of  the  Oklahoma  City  seminar  included,  left  to  right,  Zandar,  Russell,  Bressett  and  Rothert. 


THE  STORY  OF  WHITMAN 


Fifty  Years  of  Successful  Publishing 


Whitman  Publishing  Company  first 
came  under  the  creative,  productive  and 
financial  aegis  of  Western  Printing  and 
Lithographing  Company  in  1916.  It  was 
the  first  subsidiary  to  publish  books  for 
die  account  and  risk  of  the  parent  com¬ 
pany,  and  has  shown  almost  uninter¬ 
rupted  growdi  for  50  years,  both  in 
dollar  sales  and  the  breadth  of  its  pub¬ 
lishing  orbit.  Today,  it  is  the  largest 
single  subsidiary  of  the  now  parent 
Western  Publishing  Company,  Inc. 

It  all  started  in  1916,  when  the  nine- 
ycar-old  Western  Printing  and  Litho¬ 
graphing  Company,  then  located  in  the 
Shoop  Building  in  Racine,  Wis.,  was 
doing  a  growing  volume  of  printing  for 
a  number  of  commercial  accounts. 

Among  these  accounts  was  a  Chicago 
publishing  firm  by  die  name  of  Ham- 
ming-Whitman  and  when  that  customer 
was  obliged  to  default  on  its  bills,  West¬ 
ern  literally  fell  heir  to  a  book  business. 
The  printing  company  had  on  its  hands 
many  thousands  of  completed  books  and 
work  in  process  for  which  it  could  not 
hope  to  collect  from  its  bankrupt  client. 

A  partner  and  vice  president  of  the 
bankrupt  publishing  firm  bore  the  name 
of  Whitman  and  it  was  E.  H.  Wadcwitz, 
founder  of  Western,  who  suggested 
that  this  name  be  adopted  for  the  new 


publishing  venture.  Whitman  Publish¬ 
ing  Company  was  therefore  organized 
as  a  subsidiary  and  the  first  meeting  of 
stockholders  (five  in  number)  was  held 
on  Feb.  26,  1916,  at  which  time  there 
was  made  “a  motion  that  the  purchase 
be  made  from  Western  of  all  stock, 
plates,  accounts  receivable  .  .  .  giving 
Western  Printing  and  Lithographing 
Company,  in  consideration  thereof,  a 
note  for  the  sum  of  $20,000,  secured  by 
a  chattel  me  Itr  fc  qf  even  date.” 

This  was  .  another  challenge  for 
the  printing  >.  .  .cement,  which  had 

faced  not  a  few  in  ;  ihort  years  as  a 
struggling  business.  But  this  challenge 
also  provided  an  idea  and  an  inspira¬ 
tion.  There  was  obviously  a  market  for 
children’s  books.  Western  had  the 
printing  and  binding  equipment,  as  well 
as  some  manufacturing  experience 
based  on  work  it  had  performed  for 
others.  All  it  needed  was  vision,  fore¬ 
sight  and  sales  effort  to  turn  adversity 
into  opportunity,  and  these  were  forth¬ 
coming  in  abundance. 

E.  H.  Wadewitz,  serving  as  secretary- 
treasurer  of  the  new  subsidiary,  esti¬ 
mated  that  sales  for  the  year  1916 
would  reach  at  least  $60,000.  “Total 
sales  for  this  year  up  to  and  including 
March  6,  amount  to  $3,500,”  he  said, 
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Available  without  charge  to  all  of  our  dealer 
friends,  to  better  acquaint  them  with  the  Whit¬ 
man  coin  supply  line  and  assist  them  in  mer¬ 
chandising  our  products. 

Whitman  Coin  Supplies  arc  available  through 
jobbers  only.  They  are  conveniently  located  in 
every  trade  area. 


“and  this  is  at  a  time  when  both  the 
salesmen  arc  spending  most  of  their 
time  at  the  factory  getting  ready  for 
their  trips.” 

In  setting  up  the  venture,  an  entirely 
new  concept  of  publishing  was  intro¬ 
duced,  whereby,  for  the  very  first  time, 
published  products  of  this  nature  were 
mass  produced  and  sold  to  the  “5<  and 
1(V”  stores  throughout  the  country.  This 
eminently  successful  and  mutually  bene¬ 
ficial  philosophy  of  selling  has  prevailed 
for  a  period  of  fifty  years. 

At  first,  Whitman  concentrated  on 
selling  the  completed  books  on  hand  and 
capitalizing  on  the  stock  of  plates  and 
materials  it  had  acquired  from  its  erst¬ 
while  customer.  But  then  followed  a 
series  of  struggles  as  it  pondered  ways 
and  means  of  acquiring  the  right  kind 
of  new  story  material,  the  sources  of  il¬ 
lustration,  and  the  type  of  merchandise 
that  would  meet  the  approval  of  buyers 
and  consumers. 

About  this  time,  there  came  to  Racine 
a  social  worker  named  Samuel  E.  Lowe 
to  work  for  a  welfare  agency.  Because 
of  his  experience  with  children,  he 
wanted  to  try  his  hand  at  writing  stories 
and  planning  books  for  young  people. 
Having  an  outlet  close  at  hand,  he  sub¬ 
mitted  some  of  his  ideas  to  Whitman 
and  had  them  accepted.  Eventually,  he 
lwcame  a  full-time  member  of  the 
Whitman  organization. 

With  an  active  and  creative  mind  and 
with  the  cncigy  and  enthusiasm  to 
create  products  and  sell  them,  Sam 
Lowe  pioneered  the  early  growth  of 
Whitman,  developed  the  nucleus  of  the 
organization  and  eventually  became 
president  of  the  subsidiary. 


